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P R I VAT E  W E A LT H

F O R  B U S I N E S S  O W N E R S

B E F O R E  T H E  L E T T E R  O F  I N T E N T

Know three numbers
before you sign.
A buyer’s offer tells you what the company may be worth. It does not tell you
whether the sale will pay for the life you want after it. Once a letter of intent is signed
and exclusivity begins, your options narrow quickly. Get these answers first.

T H E  H E A D L I N E

Headline value
What the buyer says the
company is worth.

W H AT  R E AC H E S  YO U

Likely net proceeds
What actually lands in your
accounts, and when.

W H AT  YO U  N E E D

Required personal capital
What your household needs
without the business.

Then put the last two
side by side.

If what reaches you comfortably covers what you need, you can negotiate from

strength and afford to be patient. If it does not, you need a better structure, more
time, a different buyer, or a different plan. Far better to learn that before exclusivity

than after closing.

Questions to bring to
your advisors

Which parts of the price arrive at closing, and which depend on future

events?

D E A L  T E A M

What tax will this structure likely create, and when is it due? YO U R  C PA

What do the escrow, earnout, and note terms put at risk? YO U R  AT TO R N E Y

What does our household need each year, and for how long? YO U R  P L A N N E R

What changes for our income and health coverage the day after closing? A L L  O F  U S

Is it enterprise value or equity
value?

What happens to debt, cash, and
working capital at closing?

Subtract debt, transaction costs,
taxes, escrow, and holdbacks.

Treat earnouts, seller notes, and
rollover equity as promises, not
cash.

Include what the company pays
for you today: health coverage,
car, phone, travel.

Subtract income that continues
and count the investments you
already have.
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Important disclosure. Morrowgate Private Wealth is presented here as a business-owner planning brand. This document is educational and illustrative only. It is not an offer,
engagement, recommendation, valuation, tax estimate, legal opinion, investment analysis, brokerage service, transaction service, or promise of an outcome. Qualified
professionals working from the owner's actual facts must govern tax, legal, accounting, valuation, investment, and transaction conclusions. Morrowgate does not pay
transaction professionals or CPAs for introductions and does not accept referral fees from them.
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